








しては、心理的リアクタンス理論 （Brehm, 1966; 
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Do high-pressure communications cause reactance or compliance?
Shuzo IMAJO
According to the reactance theory, people perceive high-pressure communications as a threat to freedom 
and as a result they are not persuaded by such communications.  However, high-pressure communications 
might have a persuasive potential, if they were not perceived as being a threat to a person’s freedom. It was 
hypothesized that when a high-pressure communication is targeted at an individual, it would result in 
resistance to persuasion as assumed by the reactance theory, whereas, when it is targeted at another 
person(s), it would result in the receivers’ compliance with the communication.  Undergraduate ( n＝145) 
participated in a study to test this hypothesis, in which they were randomly allocated to an experimental 
design consisting of pressure (high or low) × target (participant vs. other-people) factorial design. Participants 
were asked to read one of the communications and responded to measures of attitudes about the 
communications. A 2-way ANOVA indicated a significant interaction between pressure and target of the 
communication. As hypothesized, high pressure communications directed at an individual resulted in resistance 
to persuasion, however, those directed at others tended to increase compliance. Theoretical and practical 
implications of these findings are discussed.






返し報告されている（e.g. Snyder & Wicklund, 1976; 





































































































































仮説 1    対象が自分である圧力は、受け手に抵抗
を生起させるであろう。















































の単純主効果が有意であり （F （1,141）＝8.34, p< 
.01）、他者ではなく自分が説得対象である場合に
承諾は減少した。また大学生対象条件における圧
























































































意見広告への 「成功している」 と 「効果的だ」 の


















































































































































































Worchel & Brehm, 1970）、日本では圧力、または
自由への脅威の大小によって態度変化に差が見ら
れなかった研究も少なくない（e.g.今城，1986; 上
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